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THE PLAYBOOK

The Clarity™ Confidence Playbook

A practical guide for turning patient interest into treatment acceptance.

Successful treatment acceptance is the result of a consistent patient experience —
from recognizing opportunities to building confidence and supporting informed

treatment decisions.

This playbook helps your team:

|dentify patients who may benefit from Clarity™ Composite Veneers

Start natural, patient-centered conversations

Address common questions and concerns with confidence

Support consultation scheduling and treatment acceptance

Capture and leverage patient success stories to help drive future interest

Promote treatment awareness through patient testimonials and Google Business
Profile content

To help you put these strategies into action, we've created a Practice Marketing Kit filled with
ready-to-use resources designed to build awareness, spark patient interest, and support treatment
conversations for Clarity™ Composite Veneers. The Kit is shipped to your office after you onboard to
Filtek™ Matrix in Clarity™ Portal. Downloadable materials and additional on-demand print resources
can be accessed anytime at practicemarketing.solventum.com, making it easy to keep your team
stocked with the tools needed to support patient education and treatment acceptance.

To help your team get started quickly, we’ve also included a simple implementation checklist outlining
key steps for introducing the playbook into your practice, aligning team members around a consistent
patient experience, and putting these strategies into action.

Because when every member of the team knows how to recognize opportunities, engage patients, and
support informed decisions, more patients gain the confidence to take the next step toward the smile
they've always wanted.
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GET STARTED
Implementation checklist

Key steps for introducing the playbook into your practice and aligning your team

around a consistent patient experience.

€ Launch practice marketing tools
O Review the Clarity™ Confidence Playbook and practice marketing kit resources*

O Add Clarity™ Composite Veneers messaging to your practice website and use the social media templates to begin
promoting this new procedure. (Social templates are available on practicemarketing.solventum.com.)

O Set up in-office awareness materials: Patient Brochure, Patient Look Sheet, Table Tent, Why Composite Veneers Flyer,
Window Clings, Smile Check-In, Digital Signage (operatory and/or waiting room) and Patient Waiting Room Video.

O Use “Intro” email templates to announce the new offering to your patients.

Q Use the Clarity™ Confidence Playbook to align the team
O Train the team to identify potential candidates, recognize conversation cues and support patient-centred discussions.
O Review the three patient personas: post-orthodontic, “It's my turn” and young professionals.
(O Assign conversation starters by role: front desk, hygienist, assistant and dentist.

O Leverage the shared list of common questions and suggested responses.

e Develop a follow-up process to move interest to treatment

(O Use the “Reminder” email template for patients who have expressed interest during an office visit. Personalize based on

your conversation with each patient.

O Use the “Follow up” email template for patients who completed a consult but did not commit. Personalize based on your

conversation with each patient.

@ Promote your smile transformations

O Ask happy patients about filming a testimonial after treatment or at a follow-up appointment.
O Use the testimonial filming checklist before recording.

O Share approved testimonials, before-and-after content and educational posts on social channels and Google Business
Profile. (Social templates are available on practicemarketing.solventum.com.)

* Solventum ships one practice marketing kit after onboarding. Additional downloadable and printed practice marketing
materials are available at practicemarketing.solventum.com.
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IDENTIFYING OPPORTUNITIES

Recognizing the patients who may
benefit from Clarity™ Composite
Veneers

Every smile has a story—and often, the first step toward treatment is recognizing when
a patient is ready to tell it.

Patients may express concerns about spacing, shape, symmetry, or confidence in ways that aren’t
always obvious. Understanding who these patients are, what motivates them, and what’s holding them
back can help your team identify opportunities to introduce Clarity™ Composite Veneers at the right
time and in the right way.

The personas in this section are designed to help your team recognize common patient profiles and
build confidence in identifying opportunities for meaningful treatment conversations.
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Meet your 3 most likely candidates

Post-orthodontic

Interested in refining details that orthodontic
treatment alone may not have addressed. /

Snapshot

WHO THEY ARE

Patients who recently
completed orthodontic
treatment -

¢ Younger patients
with undersized or
underdeveloped teeth

¢ Adults looking to
address worn teeth
and/or small gaps

WHAT THEY SAY

“My orthodontic
treatment is done but
my smile still isn’t what |
imagined. | would really
like to fix this gap or
match the length of
these teeth..”

WHAT THEY
CARE ABOUT

Refining the final details
of a smile they’ve already
invested time and

money in.

WHAT’S HOLDING
THEM BACK

Investing more money
and time into their smile

Introduce Clarity™ Composite Veneers as a fast, non-invasive and affordable procedure to address
concerns such as small spaces, wear and asymmetry.
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PERSONA 2

It’s my turn

Ready to prioritize a smile concern they've
been thinking about for years.

Snapshot
WHO THEY ARE WHAT THEY SAY WHAT THEY WHAT’S HOLDING
CARE ABOUT THEM BACK
Adults 40-65 who want “I've been meaning to Finally putting themselves Questioning if the
to be the best version do something about it first and addressing a investment is worth it;
of themselves for years.” long-standing issue. competing priorities
and time

Affirm why now is the right time to address their smile concerns with new options like Clarity™
Composite Veneers that are affordable and non-invasive.
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PERSONA 3

Young professionals

Looking for a smile that feels refined, confident

and aligned with their personal and professional goals. :_—

Snapshot

WHO THEY ARE WHAT THEY SAY

Young professionals “l want my smile to look
who want to be polished and professional
confident in their but | don’t want to do
appearance as they orthodontic treatment.”
grow in their careers

WHAT THEY
CARE ABOUT

A natural, polished look
and convenience that fits
a busy schedule.

prvrimties

WHAT’S HOLDING
THEM BACK

Time, fear of fake-looking
results, and assuming
veneers are only for
dramatic makeovers.

Emphasize that Clarity™ Composite Veneers are a customized, affordable option providing natural-looking
results in as few as two appointments.
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STARTING THE CONVERSATION
How every team member can
confidently engage patients

Turning curiosity into confidence

The most successful treatment conversations don’t start with a recommendation. They start with
listening, understanding what matters most to the patient, and helping them feel confident exploring
their options.

Every patient enters the practice with a unique story, motivation, and level of readiness. Regardless of
where the conversation begins, every member of the team can play a role in helping patients feel
heard, informed, and supported.

This section provides practical tools to help your team:

Start natural, patient-centered conversations
e Recognize common questions and concerns

e Communicate the value of Clarity™ Composite Veneers consistently

Build confidence throughout the decision-making process

Support patients as they move toward consultation and treatment

Before diving in, use the quick reference below as a reminder of the key benefits and communication
principles that can help guide every discussion.

Minimally invasive Natural-looking results Efficient treatment
Preserves natural tooth structure. Customized to each patient’s smile. Often as few as two appointments.

Easy to maintain Digital smile planning Multiple concerns, one treatment
Cared for just like natural teeth. 3D printed for a precise fit. Shape, color, spacing, symmetry.

Lead with listening - Keep the message consistent across the team - Meet patients where they are - Don’t rush the hesitation
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PATIENT JOURNEY MAP
Your role at every step

First contact FRONT DESK

LOOKFOR  Patients mentioning smile concerns or asking about cosmetic services during scheduling or intake
SAY We offer several options, including minimally invasive veneers. | can let the team know youd like to learn more.

GOAL Create a warm first impression and flag potential candidates before they reach the chair

Arrival & check-in FRONT DESK

LOOKFOR  Patients who seem hesitant, self-conscious or mention something about their smile while checking in
SAY Beyond todayss visit, is there anything about your smile youd like us to pass along to your care team?

GOAL Open the door to a treatment conversation before the appointment begins

Hggiene appointment DENTAL HYGIENIST

LOOKFOR  Offhand comments about staining, gaps, symmetry or lingering concerns after orthodontic treatment
SAY Is that something you’ve thought about addressing, or has it just not felt like the right time?

GOAL Surface unspoken concerns and introduce Clarity™ Composite Veneers as a natural part of the conversation

Cllnlcal exam DENTAL ASSISTANT & DENTIST

LookFoR Patients who have already expressed interest or asked questions earlier in the visit
SAY Are there any treatments you're hoping to learn more about today?

GOAL Understand the patient’s priorities before the consultation begins
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PATIENT JOURNEY MAP (CONTINUED)

The consultation DENTIST

LOOKFOR Patients who are curious but hesitant or unsure whether treatment is realistic for their lifestyle
SAY If we could take care of this in two appointments, would you be interested?

GOAL Translate clinical findings into a personalized recommendation and move the patient toward a decision

Hesitations THE WHOLE TEAM

LOOKFOR Patients who go quiet, ask about cost or time, or say “I need to think about it.”
SAY That’s completely understandable. Is there a specific concern | can help answer before you go?

GOAL Ensure every patient leaves feeling heard, informed and supported regardless of where they land

Treatment acceptance DENTIST & FRONT DESK

LOOKFOR Patients who are engaged, asking next-step questions or responding positively to the consultation
SAY Let’s get you scheduled. We can work around your timeline.

GOAL Turn an informed, confident patient into a scheduled appointment
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CONVERSATION STARTERS BY ROLE

Every role can open the door

Natural, low-pressure ways to invite the conversation.

Front desk

“We want to make sure you get the most out of your visit today. Is there anything about your smile,
beyond what brought you in, that youd like us to take a closer look at?”

Dental hygienist

“You mentioned that area bothers you; have you ever thought about fixing it?”

“Your smile looks great after orthodontic treatment! How do you feel about it?”

Dental assistant

“Now that your orthodontic treatment is complete, are there any details you're still hoping to address?”

“Are there any treatments you’re hoping to learn more about today?”

Dentist

“If we could take care of this in two appointments, would you be interested?”
“If a solution existed that fit your lifestyle and timeline, what would be holding you back?”

“If you knew your results were designed to look natural, would that make you more comfortable
moving forward?”
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CONVERSATION GUIDE

Answers to the questions patients ask

Grouped by patient concern, not by role, so anyone on the team can find the right

words fast.

GETTING STARTED

“Do you offer esthetic services?”

Yes. We offer several cosmetic treatment options, including
whitening, aligners and minimally invasive veneers that can
address concerns such as color, tooth shape, spacing and
symmetry.

“I've had this small gap in my teeth forever, but |
never wanted orthodontic work.”

A small gap may not feel worth orthodontic treatment,
but it doesn't mean you have to live with it. Clarity™
Composite Veneers can address spacing and symmetry
without moving teeth.

TIME, COST & COMMITMENT

“Veneers sound great, but | don’t have
time for a big treatment process.”

Clarity™ Composite Veneers can provide natural-looking
results and be completed in as few as two appointments.

“l can't imagine fitting cosmetic treatment into
my busy schedule.”

Clarity™ Composite Veneers has a very efficient process.
Using digital planning technology, treatment can be
finished in as few as two appointments.

“There have always been more important things
to spend money on.”

| understand. The great thing about Clarity™ Composite

Veneers is that they can often be completed in as few as
two appointments.
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NATURAL RESULTS & THE PROCESS

“How do | know my veneers won’t look fake?”

The goal is for your smile to still look like your smile,
just enhanced. Clarity™ Composite Veneers can be
customized to complement your existing smile and
facial features.

“What does the Clarity™ Composite
Veneers process actually look like?”

We start by evaluating your smile and discussing your
goals. From there, we can custom-design a treatment
plan tailored to your specific concerns.

“How much tooth structure needs to be removed?”

In most cases, the procedure is minimally invasive.
Your custom digital treatment plan will show you
exactly what's involved before treatment begins.

AFTER ORTHODONTICS

“Wouldn’t it be better to move the
teeth instead?”

Braces and aligners can be great options, but they're
not the only ones. Clarity™ Composite Veneers are

minimally invasive and worth considering for smaller
cosmetic concerns.

“If | want to improve my smile, why wouldn't |
continue with orthodontic treatment?”

It really depends on your goal. Orthodontic treatment
focuses on tooth movement over time, while Clarity™
Composite Veneers can address spacing, shape and
color in less time.



CONVERSATION GUIDE (CONTINUED)

“IS IT WORTH IT?”

“Eh, my smile is good enough.”

It absolutely can be. At the same time, if there’s something
you've always wished you could change, Clarity™
Composite Veneers can address cosmetic concerns
without extensive treatment.

“I’'ve thought about fixing this for
years, but it never felt important enough.”

Something doesn't have to be a major concern to be
worth talking about. If it's been on your mind for years,
Clarity™ Composite Veneers may be exactly the
simple, efficient solution you've been waiting for.

“l thought veneers were something
people did later in life.”

Clarity™ Composite Veneers aren’t only for
major makeovers. They can address smaller
concerns on as few as one tooth and help
create a more polished smile.

LONGEVITY & MAINTENANCE

“How long do veneers last, and how do | care for them?”

Clarity™ Composite Veneers are a long-term solution
maintained by the same daily habits you already use:
brushing, flossing and regular dental checkups.

“Will | need regular maintenance appointments?”

Routine dental visits allow us to monitor the condition of your
veneers and perform any polishing needed to keep them
looking their best.

“What happens if one of my veneers gets damaged
or | need dental work?”

Clarity™ Composite Veneers can often be repaired,

modified or adjusted as your dental needs change,
without replacing the entire restoration.

© Solventum 2026. Solventum and Clarity are trademarks of Solventum or its affiliates.
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TREATMENT ACCEPTANCE

Before the patient leaves, confirm
you’ve covered these steps

A scheduled consultation is the goal of every conversation. Walk through this checklist to make
sure every patient has the information and confidence they need to take the next step.

CONVERSION CHECKLIST
(O Did we identify a specific concern? (O Did we schedule a consultation before they left?
(O Did we explain the process? (O If they did not schedule a consultation, did we

O Did ” | ¢ sten? flag them for a follow-up in 48 hours?
id we offer a clear next step?

Appointment scheduling by role

Front Desk Would you like to get a consultation on the calendar before you leave today?

I'll let the care team know you're interested; we can get a consultation scheduled for

Dental Hygienist
) you today if youd like.

Dr. [Name] can answer any remaining questions and show you some examples of what

Dental Assi . . .
ental Assistant Clarity™ Composite Veneers can do. What time of day works best for you?

Based on what we've discussed today, | think a consultation would be a great next step.
Would you like to get that on the calendar?
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TREATMENT ACCEPTANCE (CONTINUED)

When a patient hesitates, keep
the door open

A patient who says "l need to think about it" isn't saying no. Here's how to acknowledge
the concern and invite the next step without pressure.

| need to think about it.

I'm not sure if it’s worth it.

| don’t have the time right now.

I'm worried they won’t
look natural.

SAY

Of course. We also offer a commitment-free consultation if you'd like more time to ask
questions and see what's possible.

SAY

Every concern is worth exploring, no matter how small it feels. A no-commitment
consultation is all it takes to find out if Clarity™ Composite Veneers is right for you.

SAY

Clarity™ Composite Veneers can often be completed in as few as two appointments,
and we can build the schedule around you. Would you like to schedule a consultation
to see your personalized treatment timeline?

SAY

Natural-looking results are at the heart of what Clarity™ Composite Veneers are
designed to do. A consultation is the best next step. We can walk you through exactly
what to expect and what your results could look like.

Don’t count out a patient who leaves without scheduling.

A simple follow-up call or message within 48 hours is often all it takes. Flag interested patients at
checkout and ensure someone owns the follow-up before the end of the day.
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CLARITY"

The patient
testimonial guide




. A

B Creating your own testimonial
content for your practice

Your happiest patients are your most powerful marketing tool. This guide will help
you capture their stories.

¢ Increase case acceptance

e Differentiate your practice online
¢ Improve SEO
* Build confidence for hesitant patients

* Ask a happy patient to film a testimonial after their procedure or at a follow-up appointment.
¢ Film a short interview using the quick start checklist below.

e Aim for two to three usable answers.

e Edit and post to your social channels the same day.
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B Quick start checklist

0000

000 0O

Encourage patients to wear solid colors or simple patterns.
Make sure all phones in the interview area are off or on DND.
Film vertically to avoid platforms cropping your video or leaving blank space.

Clean the camera lens and lock focus and exposure before filming so settings don't shift during the interview.
(This may vary from phone to phone, but on most, simply tap and hold on your subject in the camera app to lock focus
and exposure.)

Check the background esthetic and lighting.

Limit background noise and test your microphones/audio recording method. (Inexpensive wireless microphones are
available for ~$30 online.)

Use a wireless microphone if possible, and place the microphone in an inconspicuous spot.
Check your framing and allow space in the frame for movement, subtitles, or other visuals.

Before the camera rolls, confirm with the patient what personal information they are comfortable sharing on camera,
such as their first name, age and which teeth were treated.

O 0000

0O O

At the beginning of the video, have the patient share whatever identifying information they are comfortable sharing.
Break the ice and help the patient feel more relaxed in front of the camera with small talk.
Try not to interrupt or make active-listening sounds.

If possible, use a second phone or camera to capture a different angle simultaneously, this gives you more options
when editing and makes the final video feel more dynamic and polished.

Do not provide the questions in advance, as this can make the interview feel rehearsed.
If a patient gives a short answer, gently encourage them to expand by asking things like, “Can you tell me more about
that?” or “What did you mean by that?”

Patients will mirror your energy. Keep your tone warm and conversational, and don’t jump from question to question
too quickly.

Encourage patients to repeat the question in their answer. This makes clips easier to edit and helps viewers follow
along without needing to hear the full exchange.

If the patient does not do this, do not interrupt them. Let them answer the question fully. You might still get something
great/usable. Questions can always be added to the video as graphic elements if needed.

Don’t stop filming right after the interview ends. You might catch a genuine smile, a laugh or a comment that would be
wonderful for your final video.

Record a few seconds of silence before or after filming for “room tone.” This helps editors smooth out cuts later.

00

When you're ready to edit, free and beginner-friendly tools like CapCut and Canva Video are great starting points for
trimming clips, adding captions and adjusting audio. For more advanced editing, the Adobe suite offers greater control
over the final product.
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38 What to ask

Before filming, take a few minutes to review these questions and choose five to seven that
may best reflect your patient's experience. Make sure to include at least one persona-based
question, responses to these often resonate most with patients in similar situations.

Intro/general questions

How did you first hear of Clarity™ Composite Veneers?
How long had you wanted to make a change to your smile before actually moving forward?

Was there anything about the consultation that helped put your mind at ease?

Questions about why they wanted to change their smile

What made you decide it was finally time to make a change to your smile?

Before treatment, how did you feel about your smile in everyday situations like photos, work, school
or social events?

Was there a specific moment that made you realize you were ready for a change?

Questions about why they chose Clarity™ Composite Veneers

What treatment options were you considering before deciding on Clarity™ Composite Veneers?
What made Clarity™ Composite Veneers feel like the right fit for your goals and lifestyle?

Was there something about Clarity™ Composite Veneers that stood out to you compared to
other options?

What hesitations did you have before moving forward, and how were those resolved during
your experience?

What did you like about the process or approach behind Clarity™ Composite Veneers?

Questions about their experience/anxieties/results

How did the experience compare to what you were expecting going in?
Did the number of appointments make treatment feel more realistic for your schedule?

Was there anything about the experience that felt easier than you expected?
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B What to ask cont.

N\
N\

Questions for post-treatment (if the testimonial is filmed at a
follow-up appointment)

What was your first reaction when you saw your new smile for the first time? (Ask this first to capture
the patient's most authentic emotional response)

Do you find yourself smiling more now than before?
How would you describe the look of your results?
What kind of reaction have you gotten from friends, family or coworkers since treatment?

How do you feel when you look at your smile today?

Wrap-up questions that can potentially create good highlight quotes

If someone asked why you chose Clarity™ Composite Veneers, what would you tell them?

If you could describe your Clarity™ Composite Veneers experience in just a few words, what would
they be?

© Solventum 2026. Solventum and Clarity are trademarks of Solventum or its affiliates. 4



Persona-based questions

After spending years prioritizing your family, career, or responsibilities, how did it feel to finally
prioritize yourself?

How long had you wanted to make a change to your smile before actually moving forward?

What would you say to other people considering this treatment who have spent years putting
themselves last?

What kinds of concerns were still bothering you after orthodontic treatment?
How do you feel about your smile now compared to after finishing orthodontic treatment?

What would you say to someone who feels disappointed after orthodontic treatment because their
smile still does not feel complete?

How did you feel when you realized there was an option that could improve the shape, color or overall
appearance of your smile without more orthodontics?

How important was feeling confident in your smile in professional or social settings?
Since improving your smile, have you noticed any changes in how you carry yourself day to day?

How did Clarity™ Composite Veneers fit into your lifestyle or goals better than other options you
considered?

If someone asked why you chose Clarity™ Composite Veneers, what would you tell them?

If you could describe your Clarity™ Composite Veneers experience in just a few words, what
would they be?
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Google My Business
content suggestions




Your Google Business Profile

is a free tool that helps your practice appear in Google Search and Google Maps when patients look for cosmetic
dental services in your area. Keeping your profile active with regular posts helps build visibility, establish credibility
and give patients a reason to choose you. Think of it like a social media feed that lives directly on Google search
results, the more consistently you post, the more likely your practice is to show up when it matters most.

Use the content ideas below as a starting point. The best-performing posts combine clear messaging, strong visuals
and a consistent posting schedule.

» Share that your practice now offers Clarity™ Composite Veneers and what patients can
expect from the treatment.

 Feature a testimonial from your dentist about why they chose to offer Clarity™ Composite
Veneers and how it has benefited their patients.

e Announce any upcoming consultations, events or promotions related to Clarity™ Composite
Veneers using a standard post.

e Share HIPAA-compliant before-and-after photos that highlight the natural-looking results
Clarity™ Composite Veneers can achieve.

e Link to any approved patient testimonial videos to help hesitant patients feel more confident
about moving forward.

e Pull clips or images from patient interviews that feature particularly powerful quotes or
emotional moments.

 Highlight impressive clinical cases that showcase the range of concerns Clarity™ Composite
Veneers can address.

e Share minimalistic posts that highlight key facts about Clarity™ Composite Veneers, such as
treatment that can often be completed in as few as two appointments, a minimally invasive
approach and results that are as easy to care for as natural teeth.

e Post educational graphics that answer common patient questions, such as whether composite
veneers stain, how durable they are and how they compare to porcelain veneers or Lumineers.

 Post about the benefits of a more confident smile beyond esthetics, such as feeling present in
social situations, wanting to show your teeth in photos and making a strong first impression.
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SEO & discoverability

» Create posts around search terms your patients are already using, such as "what are
veneers," "how long do veneers last" and "veneers near me."

 For each topic, link to a relevant page on your website or a trusted resource that answers

the question in more detail.

e Consistent posting around these terms can help your practice appear more frequently
when patients search for cosmetic dental options in your area.

To find the most relevant search terms for your area, try free tools like Google Search Console or Google Trends,
both can show you what potential patients nearby are already searching for.
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CLARITY"

Together, we can restore your patients’ smiles.

6 SOlventum Solventum.com/en-us/home/
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